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Ayres in Mid-Month Revie 
Finds Real Improvement in 
Fundamentals of Business 





Nationally Known Economist Says Conditions in 
March Genuinely Better Than They Were in 
December, January or February 


Clevelands March 14.—Col. Leonard P. Ayres, 
nationally known economist and business forecaster, in a 
mid-month review of the business situation released today, 
is more optimistic than he has been at any time in the 
past year. . an a a 


srs conan ena PENNA RESCINDS 
December, or January, or February,” BAN ON UNAPPROVED | 
AUTOMOBILE LAMPS 


declares the colonel in the Cleve- | 
land Trust Company's monthly bul- | 





SAME 5 LEADERS 
IN JANUARY NEW 
CAR REGISTRATION 


e Daily New 


NEW YORK, TUESDAY, MARCH 15, 1932 


February Car Sales in 
Show Improvement on January 


IR. L. Polk & Co. Estimates. February Total 














5 Cents. $ 


Year 





14 States 





12 Per 


At 89,000, Against Estimated 86,000 


During January 


Detroit, Mich., March 14.—A slight increase in sales 


New York, March 14.—Chevrolet,| of new passenger automobiles in fourteen states in February 


Ford, Buick, Plymouth and Pontiac | pyer Januar 


headed the retail new car sales lad- 
der for January, in that order, ac- 
cording to registration returns from | 
the first forty-two states to report) 
for that month. 

This line-up ‘of the five leading 
sellers showed no change from that 
revealed by earlier registration re- | 
turns. 


letin, “despite the fact that business | The second group of five was} 
activity is not greater than it was | headed by Studebaker, in sixth! 
then. |place, with Dodge ranking seventh; | 


“The improvement is in the fun-| Philadelphia, Pa, March 14.—Mo- 
damentals rather than on the sur- | torists won a victory last week with | 


Oldsmobile, eighth; Essex, 
and Willys-Overland, tenth. 


ninth, 





y sales in the same states is reported by R. L, 
Polk & Co., compilers of official automobile and truck regis- 
trations throughout the country. 

-——-- - ———® Sales in the 14 states totaled 23,- 
203 units, an increase of 1.44 per 
cent. over the January figure of 22,- 
873 units in those states. Since 
these states accounted for approxi- 
mately 26 per cent. of total registra- 


CHEVROLET TO OPEN 
NATIONWIDE SERVICE 


CAMPAIGN MARCH. 28) scics for February reach 89,000 
os aoe units, 


Reports of new commercial car 


Detroit, Mich, March 14.—A spe- | sales in February are at the present 











face. It is present in fact, even al- 


though it is to but a slight degree | 


reflected in the figures. 


“In recent weeks there has been | regarding 


the announcement from Harrisburg 


| of Revenue, has rescinded the order 
so-called “unapproved” 


a long series of developments that | headlights and lenses, Frank E. Bal- 


are either directly conducive to bus- | 


iness improvement or are safeguards 
against continued decline. Even a 
partial list of them makes an im- 
pressive array.” 

Colonel Ayres lists among con- 
structive developments the opera- 
tion of the Reconstruction Finance 
Corporation, the enactment of the 
Glass-Steagal] bill into law, volun- 
tary wage adjustments now in ef- 
fect on the railroads, a decrease in 
bank failures and the return of 
hoarded money to the channels of 
trade. 

“Bond prices have been steadily 
rising for a month,” points out the 
Cleveland economist, “and stock 
prices have shown renewed strength. 
The declines in commodity prices 
have been less rapid, and during 
Several recent weeks the number of 
advances in the lists of commodities 
have exceeded the number of de- 
clines. 

“The production of pig iron in- 
creased in February, and four addi- 
tional blast furnaces were blown in. 
There has been a small but well- 
dristributed increase in railroad 
freight loadings. There were in- 
creases in February in the produc- 


(Continued on Page 2) 





Smith Protests Against 


| lantyne, General Manager of the A. 


| phia, announced yesterday. 

| “In the announcement, Dr. King 
said that 
who would be caused unnecessary 
expense, the department had issued 
orders to its almost 5,000 service 
stations throughout the state 
thorizing the issuance of stickers to 


| motorists whose cars have these so- 
called “unapproved” devices, but 
which meet all other requirements. 

“A furore recently was caused 
}among motorists and protests were 
made by us and other A. A. A. auto- 
mobile clubs throughout the state, to 
State officials when an order was 
issued outlawing a large number of 
headlights and lenses because manu- 
facturers had failed topay the state 
a fee for renewal of their approval 
certificates. This we felt to be a 
ridiculous order because a headlight 
which is approved as mechanically 
safe and efficient one day should 
not lose such approval as a safe 
| device merely because the manufac- 
| turer has not paid the necessary fee 
to renew his certificate. 

“A considerable number of head- 
| light devices are to become ‘out- 


(Continued on Page 4) 








Diversion of Motor Taxes 


Washington, March 14.—The num- 
ber of motor vehicles has increased 
40 per cent. in the past five years, 
while the amount of road building 
has shown a growth of only 13 per 
cent., according to W. R. Smith, 
president of the American Road 
Builders’ Association. He believes 
the need for making up the defi- 
ciency in highways is urgent both 
from the standpoint of economy of 
travel and safety on the public roads. 


“Taxes on land for highway pur- | 


poses have been relieved in a large 
meausre by motor vehicle taxes on 
highway users who pay as they 
ride,” stated Mr. Smith. “It must 
be remembered that highway travel 
depends on the road as well as the 
motor vehicle—one is useless without 
the other. Money paid for freight 


highways since these taxes provide 
the main source of income for im- 
provement and upkeep. 

“In spite of the logic and fairness 
of using motor vehicle taxes ex- 
clusively for roads essential ta the 
use of motor vehicles, efforts are 
being made to injure highway trans- 
portation by the diversion of motor 
vehicle taxes to other purposes. The 
breaking down in highway trans- 
portation that is sure to follow any 
such policy of diversion will probably 
add from $20 to $75 a year addi- 
tional cost for each owner in motor 
vehicle upkeep and operation, equiv- 
alent to a large increase of taxes to 
26,000,000 motor vehicle owners in- 
stead of a decrease. It is a case 
of ‘saving at the spigot and losing 





and passenger fare on a railroad 
goes for upkeep of track as well as 
railing stock. Similarly, taxes on 
motor vehicles must be used on the 


at the bung hole.’ 
“Increasing the shortage of high- 
ways will have a most depressing 





(Continued on Page 4) 


that Dr. Clyde L. King, Secretary | 


A. A, Automobile Club of Philadel- | 


in fairness to motorists | 


| Nash was in eleventh place to| 
head the third group of five, with 
|Chrysler, twelfth; Packard, thir- 
|teenth; Graham, fourteenth, and De 
Soto, fifteenth. 
Ranking sixteenth 





was Hudson, 





(Continued on Page 4) 


JANUARY SHIPMENTS 
PNEUMATIC CASINGS 





‘° GAIN OVER DECEMBER 


| New York, March 14.—Shipments 
| of pneumatic casings for the 
;}month of January amounted to 3,- 
2 casings, an increase of 17 | 
' 


according to statistics released by 


the Rubber Manufacturers’ As- 
sociation, Inc., today. 
This organization reports pro- 


duction of pneumatic casings for 
January to be 3,462,485 units, an in- 
crease of 21 per cent., as compared 
with December, 1931, but were 5.8 
per cent. below January a year ago. | 

Pneumatic casings on hand Jan- 


per cent, over December, but were 
(Continued on Page 4) 


13.1 per cent. below January, 1931, 


RUBBER CONSUMPTION 
GAINS IN FEBRUARY 


| New York, March 14.—Consump- 
tion of crude rubber by manufac- 
turers in the United States for the 
month of February amounted to 
30,011 long tons, as compared with 
27,962 long tons for January, 1932, 
and represents an increase of 7.3 
per cent., which is contrary to 
the usual seasonal decline of 3.5 
per cent., according to statistics 
released by the Rubber Manufac- 
turers Association today. Consump- 
tion for February a year ago was 
28,797 long tons. 

This organization reports imports 
of crude rubber for the month of 
February to be 30,546 long tons, a 
decrease of 2.4 per cent. under the} 
January figure and 16.6 per cent. | 
below February & year ago. | 

This association estimates total 
domestic stocks of’ crude rubber on 
hand February 29, at 322,117 long 
tons, which compares with January 
31 stocks of 322,860. 

The participants in the compila- 





tion report 51,728 long tons of crude 
rubber afloat for the United States 
ports on February 29, which com- 
pares with a revised figure of 42,234 
long tons afloat on January 31, 1932. 








cial service campaign of interest to 
the more than 4,000,000 Chevrolet 
owners in the United States is to be 
launched on a national scale by 
Chevrolet dealers beginning March 
28, M. D. Douglas, general parts and 
service manager of the Chevrolet 
Motor Company, announced here to- 
day. 

Designed to improve the operation 
and appearance of cars now in own- 
ers’ hands, the campaign will have 
the further effect of adding to the 
safety of the highways by insuring 
against any possible mechanical de- 
fects in those cars serviced during 
the campaign, Mr. Douglas pointed 
out. 

Some vital operation, ranging 
from brake adjustments to wheel 
alignment and complete tightening 
of every part of the chassis, is to be 
offered by the dealers at sizable re- 
ductions from the flat rate charge, 
for a period of one week only during 
the caynpaign. 

National newspaper advertising, as 
well as special newspaper campaigns 
for the dealer’s local use, are to 
publicize the event and the featured 
services each week. Radio announce- 
ments on a national and local scale 
are also to be used. 

Mr. Douglas pointed out that the 
special rates during the campaign 
will induce many people, who other- 
wise might not have their car ser- 
viced, to check at least vital points 
pertaining to performance before 
they get out on the highways during 
the heavy motoring season. 


time available only for eight states. 
Their total is 2,057 units, which is 
a decrease of 42.48 per cent. from 
the February, 1931, record of 3,576 
units, and 34 per cent. under the 
January, 1932, figure of 2,360 units 
for the same states. 

Sales of new passenger au! omo- 
biles for January are now ayanilzbie 
for 44 states, approximately 29." 
per cent. of the entire country 
total shows 76,499 units, an iy 
of 10.06 per cent. over the ! 
ber, 1931, figure of 69,463 units, but 
29.97 per cent. under the January, 


i” 


(Continued on Page 4) 


REO SPEED WAGON 
SALES SHOW 34% 
OVER JANUARY, 1931 


Lansing, Mich., March 14.—Retail 
deliveries of new Reo speedwagons 
and trucks in forty-three states, 
comprising 85.64 per cent. of the 
United States domestic truck mar- 
ket, according to official vehicle reg- 
istration figures now available, are 
34 per cent. ahead of those for Jan- 
uary, 1931. 

This is the seventh consecutive 
month that Reo’s commercial] sales 
have been ahead of the same month 
a year before, according to execu- 


a SSS SSS sti 


(Continued on Page 4) 
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Motor ' Trucking Live Stock 


To Market Up in 1931 


Chicago, March 14.—According to 
the Corn Belt Farm Dailies, hauling 
of live stock to market by motor 
truck set a new high mark in 1931 
with 21,162,430 head of cattle, calves, 
hogs and sheep carried by the high- 
way route, One-third of all the re- 
ceipts at seventeen principal mar- 
kets were transported by truck, ap 
increase of 25 per cent. over the 
record for 1930. 

It is estimated that three million 
tons of livestock rode to market by 
the highway route. It would have 
taken 342,000 single deck carloads to 
handle the truckéd receipts. The 
1,750,000 truck loads that hauled the 
21 million head of stock had an 
average haul of 65 miles, according 
to estimates, and a gasoline con- 
sumption of over 22 million gallons 
on a round-trip basis. 

A sharp increase in live stock 


trucking is evident from the figures 
over a period of years. The table in- 
dicates the number of head Of live 
stock trucked to the 17 markets: 


Ee il A 21,162,430 
ee eile te 16,947.803 
eR eogie eae 14,510,524 
rs cre % 12,193,058 
MD, ova cceke cicanebaniiiles 8,393,101 
]}1926....-02seesseseeeeeees 6,890,456 
| RAI Sree 5,378,868 
OR hr SS kA oa oe 2,765,512 


In 1931 Omaha again led all mar- 
kets in truck receipts with the total 
over three million head. In one 
day 21,078 hogs were received by 
truck, thus setting a new high rec- 
ord. The trucks counted the same 
day numbered 1.187. 

Live stock received by truck at the 
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2 


Motor Trucking Live Stock 
“To Market Up in 1931 


COL. AYRES REPORTS 
BUSINESS UPTREND 


(Continued from Page 1) 


terminal markets comprises but a 
part of the total hauled by truck. 
At dozens of smaller packing or 
concentration points throughout the 
Corn Belt practically all of the re- 
ceipts are trucked in. Further, 
trucking from farm to rail-siding 
for long rail shipments is a usual 
practice. These hauls are, of course, 
relatively short in distance. No fig- 
ures are available on other than 
terminal market truck receipts. It 
is obvious, however, that the ma- 
jority of animals ride part or all_of 
the way to market by truck. 

Convenience, economy, and speed 
are factors contributing to the 
wide use of truck transportation in 
the system of handling live stock. 
Arrivals often can be timed to ob- 
tain most favorable prices. The 
truck also makes available a choice 
of markets. That some long hauls 
are being made is evidenced by the 
two truck-loads of cattle that re- 
cently arrived at the Chicago mar- 
ket from South Dakota. 

An interesting development at the 
market points are the establishments 
catering to truckers for the back- 
haul of feed, fertilizer, lumber and 
other merchandise. There is quite 
a truck movement, too, of young or 
thin cattle, hogs and sheep to farm 
feedlots for further finish and to re- 
place the fat animals sent to market 

Sheep ranchers in mountainous 
areas who market fat lambs from 
the nutritious grasses that follow 
the retreating snow utilize the truck 
to good advantage. Formerly, the 
whole flock of ewes with lambs had 
to be brought down in leisurely 
fashion to the rail-siding. The suck- 
ling lambs were then loaded for the 
premium eastern market and the 
ewes herded back up to grass. The 
truck now covers most of the dis- 
tance from high altitude to rail- 
siding, thus saving on the two-way 
herding of the ewe flock. 

The motor truck has won a 
secure place among live stock 
farmers because of the advantage 
it affords in the marketing of cattle, 
hogs and sheep and its adaptability 
to the many farm transport needs. 
Large operators are often buyers of 
corn and feeder stock in addition 
to that which they produce. Ranch 


(Continued from Page 1) 


tion of textiles, leather goods, 
cement and tobacco products after 
making allowance for seasonal 
changes, 

“The New York Federal Reserve 
Bank has lowered its rediscount 
rate, and the system reports pur- 
chases of government securities. 
Several central banks in countries 
abroad have lowered their redis- 
count rates. The British treasury 
has made large advance payments 
on the loan negotiated last summer. 
The war waged by Japan against 
China seems near settlement. In 
Washington the Congress continues 
to make resolute progress in meas- 
ures designed to balance the na- 
tional budget.” 

In a study of corporation earnings 
it is shown that net Of 25 leading 
corporations in the last quarter of 
1931, was only a little more than 
one-fifth as great as in the second 
quarter of 1929, and far less than in 
any previous quarter in the past 
eight years. It is already evident, 
says Colone] Ayres, that they will be 
Still smaller in the current first 
quarter of 1932. Earnings referred 
to in these comparisons are net 
earnings available for dividends. 

The decline in wholesale prices 
still continue, as shown by an ac- 
companying chart. It constitutes 
one of the most disquieting elements 
of the depression, as well as, per- 
haps, the most important single 
factor contributing to it. 
it will prove to be true that business 
improvement cannot get under way 
until the rapid decline of commodity 
prices is checked, and advances are 
recorded in at least some important 
lines, . 

The review points out that the 
amount of free gold held by the 
Federal Reserve System has been 
nearly trippled by the passage of 
the Glass-Steagall Act. 


SHERBROOKE, QUE., SHOW 
OPENS IN SNOWSTORM 


men utilize trucks for hauling sup- Sherbrooke, Que., March 14. — 
plies and equipment from their Sherbrooke’s automobile show, first 
trading centers. The motor truck,| motor exhibition in the eastern 


because of its flexibility, is put to| townships for the past decade, was 


innumerable uses on the farm, in-| Officially opened Friday at 56th 
cluding crop production and . arv- Armory. ; 
esting in the fields. ; Prior to inauguration, banquet 


was tendered to representatives of 
automobile companies by President 
Chamber of Commerce, Col. J. S.| 
Bourque, and members of the Board | 


OHIO EMPLOYMENT 
UP IN FEBRUARY 


of Trade. 
} | Spacious military headquarters, 
Spat, O. teem Hementen | &PPropriately decorated for the! 
—The , . three day fair, contained latest 


of Ohio State University in a tabu-| creations in automobiles and booths 


lation covering employment in the| ,, ; ; : 
automobile and automotive parts Setesere eee ay wpeenre 
industries in Ohio reports February} storm, which has sonalieaiie ene 
employment 4 per cent. greater than | eq the city from surrounding towns, | 
in January, which is something leas | there was a considerable influx of 
than the five-year average January- strangers from neighboring centers 
to-February increase of 10 per cent. : & centers. 
In comparison with February, 1931 
employment dropped 17 per cent 
Of the 46 reporting concerns, 24 reg- 
istered employment increases in 
February, as compared with Jan- 
uary, 20 reported decreases, while 2 
showed no appreciable change. 


AUTOMOTIVE 
EXECUTIVES 
Coming to BUFFALO 


If you like real home comforts 
away from home stop at Hotel 
Lenox Large, comfortable rooms, 
luxurious beds and food that 


TAKES OLDSMOBILE LINE 

Cleveland, March 14.— Frank A. 
Hanks, president of Hanks Motors, 
Inc., announces that his company 
has taken over the Oldsmobile 
dealership in its neighborhood and 
has moved the place of business 
from 18110 Detroit Ave. to 17602 
Detroit Ave. 








Classified 


Advertising 





brings you back again and 

again. 

Single Rooms .. .$2.00 to $3.50 Classified Rates 5c Per Word 
Double Rooms . . $3.00 to $6.00 

Family Suites ...$6.00 and up MANUFACTURER’S AGENT 





Sales executive, twelve years in 
New England territory, with wide 
acquaintance Automotive Jobbers, 
Automobile Distributors, Dealers 
and Garagemen to represent Man- 
ufacturer (one or several non- 
competing lines)~ selling to this 


Clarence A. Miner 
President 









trade. Best of references can be 
140 North St, furnished. Box 293, Automotive 
BUFFALO Daily News, 350 Hudson Street, 


re 


Probably | 
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FIRST PARTS FOR NEW 
FORD SHIPPED TO N. J. 
ASSEMBLY PLANT BY RAIL 


Edgewater, N. J., March 14.—There 
is still an uncertainty as to when 
the Edgewater plant of the Ford 
Motor Company will open for actual 
production of the new model. Ru- 
mors persist that there will be a 
general call for employees Tuesday. 
Superintendent J. Seyfer is ill at 
the Paterson General Hospital and 
Manager Simpson has been in De- 
troit for the past month. 

It is not believed that there will 
be any assembling activities until 
Simpson returns from Detroit, and 
officials at the Edgewater plant are 
said to be uncertain as to the date 
of his return. Considerable excite- 
ment was caused in Shadyside yes- 
terday when four large cases, each 
filling a half of a flat car and 
labeled “Lincoln Four,” were deliv- 
ered at the plant. 

It is said that a number of new 
bodies-have already been completed 
on the second floor and that there 
are a number of four-cylinder mo- 
tors and practically all the other 
parts of the new model on hand 
with the exception of the eight- 
cylinder power plants. 


FORD COAST PLANTS 











SPARKS from DETROIT 


Willys Overland Starter 


ok 









* 
Toronto Show 


* ok as 
Rockne Demonstrates 


* 







h 7K ok 
Graham Trys a New One 
* * * 





Chris Sinsabaugh—Detroit Editor 














ALLING to the attention of the column that the “Willys- 
Overland Starter,” the company’s dealer publication, 
is newspaper size, the same as the Chevrolet Sales News, a 
change made in the December 28 issue, W. E. Betts, sales 
promotion manager of the Toledo concern, favors the con- 
ductor with a copy hot off the press. 
As a reviewer I would say it is a most commendable 
effort, but it was the silver anniversary rolleall results that 


MAY START THIS MONTH) intrigued me as thoroughly demonstrating the faith and 


Richmond, Cal., March 14 (UTPS). 
—Clarence A, Bullwinkle, manager 
of the Ford plant in Richmond, Cal., 
states that the new Ford car models 
will probably go into production 
here during the latter part of this 
month, meaning the employment of 
between 400 and 500 additional men 
and the running of the plant at full 
capacity. 

As soon as needed material is re- 
ceived from Detroit and the plant 
is in full operation, a total of more 
than a thousand men will be em- 
ployed. Of this number one-third 
live in San Francisco, one-third in 
Oakland and Berkeley and the re- 


mainder in Richmond. 


LEVY BROTHERS TO HANDLE 
ROCKNE IN CHICAGO 


Chicago, March 14.—Two brothers 
of Henry R. Levy, president of the 
Studebaker Sales Company of Chi- 
cago, have just taken on Rockne 
dealerships here. They are George 
B. Levy, who has become associated 
as a partner with Leon Mayer and 
placed in charge of Mayer Motor 
Sales, 2347 South Michigan Ave., and 
Louis L. Levy, who has opened the 
Rockne dealer establishment in Evy- 
anston, located at 1834 Ridge Ave. 

George B. Levy announces that, 
when the present lease on Michigan 
Avenue, in the heart of motor row, 
runs out, on May 1, the Mayer Mo- 
tor Sales will move to larger quar- 
ters. Several locations in the im- 
mediate neighborhood are under 
consideration. Both of the Levy 
brothers were for years identified 
with Studebaker sales activities 


| 


loyalty of the dealership in the Willys-Overland organization. 
* * a 


READING THE “STARTER,” I learn that Brother 
Betts has dug up some really amazing facts. He reports that 
238 dealers have handled Willys-Overland products for a 
total of 3,920 years, an average of 18.5 years each; that 
2,950 members of the Willys-Overland dealer family have 
spent a total of 30,132 years with the line, an average of 
10.2 per cent., many of them for periods ranging from five 
to twenty-five years each. Some thirteen have been associ- 
ated with Willys-Overland steadily since the company was 


founded twenty-five years ago. Eight of them are dealers. 
a « a 


‘BETTS RELATES that at a dealer luncheon in Kansas 
City on February 17, fifteen dealers were present who had 
sold Willys-Overland cars for a total of 222 years, an aver- 
age contract period of almost fifteen years. At a Milwaukee 
dealer luncheon, ten dealers had handled the line for 202 


years—equivalent to a twenty-year contract average. 
™* + a 


THE TORONTO SHOW closed Saturday night after a 
most successful week, and Warren Hastings, editor of the 
Canadian Motorist, writes and tells the column something 
the conductor did not know—that the Automotive Palace 
Exhibition Park, which housed the show, was constructed 


at a cost of considerably in excess of $1,000,000, exclusively 
and specifically.as the home of Canada’s national automobile 
show. The building contains a fifth of a million square feet 
of floor space, and is delightfully located in the park, com- 
manding a sweeping view of Lake Ontario. 


We on this side of the line must doff our hats to the 


| Canadians. We have nothing of the sort in the States. We 
have to take makeshifts for our national shows. Grand Cen- 
tral Palace in New York cannot be beaten for location, but 
7 is limited as to space and has to be spread over four -floors. 

W. D. LOOMIS, FORMER | The Coliseum, while it permits the displays to be made on 
G. M. OFFICIAL, DIES | one floor, is located.in a part of the city not particularly 
Detroit, March 14. — William| accessible, which, judging by the last show, does not appeal 


Dwight Loomis a former vice-| to show-goers. 
president of the export division 


here and more recently were con- 
nected in executive capacities with 
the Chicago Pierce-Arrow distribu- 
torship and branch. 


* * t 


of General Motors, died here yester- 
day, aged 57, after a brief illness. 
Mr. Loomis severed his connection 
with G, M. in 1920 to become export 
manager of Gray Motors, following 
which he retired from the automo- 
bile industry. Since then he had 
been handling export business for 
the H. M. Robbins Company. 


| 


CHEVROLET KNOXVILLE 
ZONE CHIEF HONORED 
Knoxville, Tenn., March 14.—F. E. 
Zorniger, zone manager for Chevro- 
let Motor Company here, has had 
another honor conferred upon him. 
He has been made an honorary 
colonel on the staff of Gov. Henry 
H. Horton, Nashville, Tenn., effec- 
tive February 25. 


NE" CHEVROLET DEALER 


Dumas, Ark., March 14.—The Lin- 
coln Chevrolet Company of Star 
City is opening a Chevrolet sales 
and service agency here in the quar- 
ters formerly occupied by the Du- 
mas Auto Company, 


ROCKNE HAS DISCOVERED a new way of demon- 
strating the absence of vibration with the engine running. 


It is illustrated in a photograph just received, showing Willie 


Hoppe, greatest of cue champions, and Charles Peterson, 
trick shot champion, and Augie Kieckhefer, three-cushion 
champion, playing 50 points of three-cushion billiards on a 
table placed on top of a Rockne Six sedan. The motor was 
running at the time, but because of “rubber cushioned 
power,” no vibration reached the table. Kieckhefer won the 
match. 
» * * 

EACH WEEK, on Wednesday, the Good Roads Bulletin 
is posted at the Graham factory, giving office and factory 
workers a few things to think about and talk about outside, 
The last bulletin tells of twenty-two new car registrations 
in Wayne County, Mich., in the first seven days of March; 
about thirty-five retail orders signed in a single day, Feb- 
ruary 29, by Bird-Sykes in Chicago; that Graham exports 
in February were the largest for any month since July, 1931; 
that in January Graham stood eighth in registration in Utah, 
ninth in Connecticut, New Hampshire and Oregon, and tenth 
in Michigan, Nevada and North Dakota, etc. 
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Cites Useful 


Sales Manager for Phila-| 


delphia Dealer in Ger- 


mantown Checks Results 


From Newspaper “Ads” 
And Bars Abbreviations 


In Classified ‘‘Liners” 


It is false economy to use puzzling |, 
abbreviations when advertising used 
ears in the classified columns of 
newspapers, according to the judg- 
ment of L. C. Barrett, vice-president 
in charge of sales for Samuel Bell, 
Jr., Inc., De Soto and Plymouth 
dealer, Germantown, Philadelphia. 

Many of the abbreviations seen in | 
Such advertisements are not only | 


| 
| 





Poi n ts 


it will never appear, worded in the 
same way, more than three times, 
as he believes it pays to rewrite copy 
and give it freshness. 

“Every time the copy is thus re- 
written,” said Mr. Barrett, “we first 
analyze it and then bring out differ- 
ent features of the car.” 

In the past, Mr. Barrett’s entire 
used car inventory has been adver- 
tised within a single week, by insert- 
ing, say, fifteen classified advertise- 
ments every three days. 

To discover which newspaper in 
the city “pulled” best, Mr. Barrett, 
when he was feeling them out, 
would insert classified advertise- 
ments in two of them at a time, us- 
ing a difference of $5 in the ad- 
vertised price of a car. When a 
prospect would drop in and refer to 
the car by price, the salesman im- 
mediately would have a check on 
which newspaper was producing re- 


not understandable to the public at/| sults, reporting it to the office. 


whom they are aimed, but frequent- | 


ly dre absurd to the point, of pro-| 
voking laughter, and in any event | 
are vexatious to decipher. It was! 
the use of the abbreviation “r. p.”| 
in a “liner” advertisement of an- 
other dealer that particularly dis- 
gusted Mr. Barrett, who had to 
Study over it for some time before 
he finally found out it stood for 
“reduced prices.” He reasoned that 
if it had balked him, after being in 
the automobile business ten years, | 
what would it mean to the layman? | 

“I have always used clear descrip- | 
tions in classified advertising,” said 
Mr. Barrett. “To puzzle the reader 
tends to defeat the purpose of the 
advertisement.” 

This year Mr. Barrett plans to 
merchandise at least 400 used cars, 
using Only the classified columns. 
Last year, when he was sales man- 
ager for another firm, he sold 465 
used cars, of which number 407 were 
sold at retail. In that period he 
junked twenty-one cars. He sold, 
he sayS, more used cars in 1931 than 
any other Philadelphia new car 
dealer in his price class; $985 to 
$3,200. In March, 1931, he sold 137 
used cars. In advertising his March 
special sale, last year, he.used both | 
double column classified display, 
and the small classified often re- 
ferred to as “liner ads.” In the dis- | 
plays he made use of a conspicuous 
headline, “Forced to Sell.” Cen-| 
tered in the copy was a list of the! 
special bargains with their prices. | 

Selection was made of the Phila- | 
delphia Sunday paper having the! 
largest circulation and the evening | 





paper in the same category. Week- | 
day morning newspapers’ were) 


passed by, in the belief that the ma- 


jority of men who might be pros- | 
pects do not read them with any | 
thoroughness, perhaps glancing at | 
the headlines and turning to the | 
stock market page, sports, or what- | 
ever else especially interests them. 
It was also contended that few | 
women find time to read in the| 
morning. | 

Classified display advertising was | 
used only when the department h 
something special to offer. In July | 
advertising, single-column classified 
displays were inserted, 

Although in order to sell it, a used 
ear may be advertised by Mr. Bar- | 
rett several times in the classified | 
section, the advertisement offering! 


| 
ad | 















Brockway- 
Indiana 
Chevrolet 








| large 


Mr., Barrett does not favor the 
use of “community” newspapers in 
a suburb as large as Germantown, 
which has a population equal to 
that of a sizable city. Such papers 
usually have no stipulated circula- 
tion and he considers their function 
somewhat akin to that of handbills. 
He has made use of handbills, how- 
ever, through their distribution at 
industrial plants to which 
from six to ten used cars of differ- 
ent models are driven by salesmen 
at the noon hour. The cars are 
parked out in front and the em- 
ployees given an opportunity to ex- 
amine the various units at their 
leisure.. Mr. Barrett avoids having 
these “parades” at the late after- 
noon quitting hour of factories, as 
the employees are in too much of a 
hurry to get home to look at cars. 
In the noon line-up at plants, he is 
always particular to have exhibited 
there cars so priced that the down 
payment will not be todD~heavy and 
thus discourage the prospects. 

It is Mr. Barrett’s practice not to 
spend more than 15 per cent. of an 
exchange car's trade value to have 
it reconditioned for resale. 


HUPP DUBS NEW LINE 


“THE 100-FEATURE CAR” | pany yesterday announced that it 


| had taken over distribution of Dodge 


Detroit, Mich., March 14-—Be- 
cause of their many improvements, 
innovations and new ideas, the new 
1932 Hupmobile has been named 
“the 100 Feature Car.” 


WOODRUFF PONTIAC CO. 
FORMED IN NEWARK 
Newark, N. J., March 14.—The 
Oakland Motor Car Company has an- 
nounced the appointment of Wood- 
ruff Pontiac Comnany, Inc., as a 
Newark dealer. The new company 
is located at 1002 Broad St. E. O. 
Woodruff, president and general 
manager of the company, has been 
twelve years in the automobile busi- 
ness in Elizabeth. The treasurer of 
the company is Walter F. Jacobus. 
William Mahon has been appointed 
service manager. The quarters at 
the Broad Street address will house 
the entire organization, new car, 


| used car, service and parts depart- | 


ments, 


CLASSIFIED 
IN THE AUTOMOTIVE DAILY 
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A. A. Beauregard Heads 
N. E. Motor Association, 
Formed at Worcester 


Springfield, Mass., March 14.—A. 
A. Beauregard, head of the Motor 
Transport Associates of this city, 
was honored with the presidency of 
the newly formed New England Mo- 
tor Transportation Conference at 
its second meeting in Worcester. 
Trevenen M. Johnson, secretary of 
the Transport Associates and an of- 
ficial of the Chamber of Commerce, 
was elected secretary-treasurer of 
the conference. 

Formation of the New England 
organization marks a step forward 
in the progress of truck owners who 
are uniting in the conference to ob- 
tain concerted action by its members 
and to promote their business inter- 
ests. The conference includes about 
ten transportation associations in 
New England. 

The meeting was attended by a 
committee from the National Auto- 
mobile Chamber of Commerce, dele- 
gates were present from the various 
associations making up the member- 
ship of the conference. 

The New England group will in- 
terest itself in Federal legislation 
and will disseminate literature de- 
signed to.protect the interest of 
truck owners. The Transport Asso- 
ciates have taken an active hand in 
the formation of the conference 
which has been recognized by the 
election of two of its members to 
the officers of the conference. 


MATTISON MOTORS 
TO HANDLE DODGE 
| IN CLEVELAND AREA 


Cleveland, March 14.—Following 
the retirement last summer due to 
ill health of W. Pitt Barnes, for 
many years head of the Barnes Mo- 


tor Company, veteran distributor of 


Dodge cars in Cleveland and north- 
lern Ohio, the Mattison Motor Com- 


| Bros. automobiles in this territory, 
; Succeeding to the business of the 
|Barnes Motor Company. 

H. D. Mattison, head of the new 
|company, came to Cleveland last 
‘Summer to assume management of 
jthe Barnes Motor Company upon 
|the retirement of Mr. Barnes. The 


i. 


the old company. R. C. Brighton is 
Secretary of the new ogranization 
and handles all matters of credit 
and finance. H. P. Feihe is in 
|charge of sales. G. D. Miller is in 
charge of wholesale distribution, 
and C. L. Brower Its in charge of 
trucks. 

| Heading the service department is 
C. J. Scheel. E. J. Ackerman is in 
;charge of used Cars. 

The new company will continue to 


there are large display rooms and 





‘cars. 





national 


Inter- 





jpersonnel of the new company re-| 
mains largely the same as it was for | 


utilize the facilities of the former 
company at 1938 East 21st St., where | when they came to the recent auto- 


. : so a large and well-equipped service de- 
ADVERTISEMENTS | partment. The Mattison Company | week showing in Portland. A num- 
also sells and services Plymouth | 
to new prospects developed during ager of the used car department. 


‘in Merchandising of Used Cars 
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Seattle Dealers Elect — ; 
New Officers for 1932 


| 


S. L. Savidge, president of S. L. 
Savidge, Inc., Seattle, distributors 
for Nash and Pierce-Arrow cars, was 
elected president of the .Washing- 
ton Automotive Association, at its 
annual meeting, just held in Seattle. 
He succeeds C. H. Wells, of C. H. 
Wells, Inc., Seattle, Chevrolet deal- 
er. Mr. Savidge was former secre- 
tary of the association and long an 
active worker for automotive wel- 
fare in the Northwest. 

M. O. Hatch of Spokane, R. F. 
| Mueller of Tacoma and Hugh Deihl 
of Bellingham were elected vice- 
| presidents. All are prominent 
dealers. 

A. F. Blangey of Seattle was 


| 


A new corporation is being formed 
which will band together the inde- 
pendent gasoline, oil and automobile 
| accessory dealers of Dayton, O., and 
the surrounding territory. 

The rftew corporation will be 
known as the Independent Service | 
Station Association, Inc., and will 
maintain headquarters in the Gran- 
zow Company, Inc., Building, lo- 
| cated at 233 East 2d St. Meetings 
are held on the first Tuesday of 
each month. 

The purpose of the organization 
as outlined in their constitution is 
to “promote and foster a friendly, 
co-operative spirit among the dis- 
tributors, marketers, refiners and 
producers of petroleum and petrole- 
um products in the State of Ohio; 
also with supply men and with 
| manufacturing concerns in_ the 


| 





| Spring prospects for new automo- 
| biles are of a different type than 
those of a year ago, according to 
| Edward E. Cohen, president of the 
| Portland Automobile Dealers’ Asso- 
iciation. Prospect lists are larger 
}and more promising than in 1931, 
he said, and those in need of a car 
are not “fighting shy” of the dealer, 
as once they did. 

Visitors were frankly seeking in- 


|formation and admitted that they | 
were getting tired of the “old car” | 


mobile show. A total of almost 50,- 


000 attended the show during its 


ber of cars were sold from the floor 





Studebaker 





| elected secretary, while the follow-! 


| 





ing were named on the executive 
board: H. Winde, Everett; W. O. 
McKay, Seattle; J. Kelleher, Ellens- 
burg; C. H. Wells, Seattle; P. E. 
Sands, Seattle; Fred Hess, Long- 


view; A. S. Eldridge, Seattle; D. 
Reigel, Spokane; T. D. Davies, 
Seattle, Howard Allen, Tacoma; 


Jack Campbell, Bellingham; J. H. 
St. John, Chehalis; Abe Shafer, 
Olympia; T. J. Garnett, Spokane; 
L. E. Titus, Seattle; Grover Bur- 
rows, Yakima, and D. Jones, 
Wenatchee. 

Executive offices are now at 137? 
Dexter-Horton building, Seattle, 
where Carl R. Huessy, executive- 
secretary of the Seattle Automobilé 
Dealers’ Association, is acting in the 
same capacity for the state dealers. 


Dayton Gasoline Dealers 
| Form N ew Association 


service station industry throughout 
Ohio and the United States; to 
strive for the elimination of such 
practices and customs which are 
contrary to good policy and sound 
business principles.” 

The association already has twen- 
ty-three members, and already the 
list is rapidly growing as the merits 
of the group are acknowledged. In 
each of the member stations of the 
association glows the Neon sign, “I. 
S. A.,” signifying that their prod- 
ucts and service are of the highest 
standard obtainable. 

The officers of the association are 
O. P. Meyers, president; Duff Mc 
Knew, vice-president; Earl Valley, 


treasurer; Harry Granzow, secre- 
tary, and the following directors: 
Earl Gardener, J. G. Schmitt, 


Charles Nicholas and Ollie Smith, 


Portland, Ore., Outlook 
| Brighter, Says P. A.D. A: 


the show. In fact, actual sales ex« 
ceeded the dealers’ expectations, Mr, 
Cohen admitted. 

Attendance at the 1932 show dou- 
bled that of 1931, although the show 
was not the elaborate one of other 
years. An orchestra constituted 
about the only program attempted. 
In other years a style show and 
many novelties were offered. 


LEASES USED CAR SPACE 

Newark, N. J., March 14.—S, H, 
Grossman Company, Dodge and 
Plymouth dealer at 309 Central Ave., 
has leased additional quarters for 
used cars at 254 Central Ave. Will- 
iam Wilhelm has been made mane 
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Cumulative New Commercial Car Registration Statistics, February, 1932. 


States 


Willys- 
Overland 

Miscel- 
laneous 

Totals 























Delaware | | 22 | | 32 3 6| | l as SS. a 4 68 Delaware_ 
Illinois ‘| 3, a4 eS ee ee: oe” oh chr CU. UC LD 4] S88] TS inots 
Maryland | 3 “S| 10; #=+O| of i oT 7 ° 2 a a ee a ee 8 Se a ae Maryland | 
North Dakota|  =— | Po. ae eee fe ee, ee - Ren ie fe ark a3 30 Nor. Dak. 
So. Carolina | | | 47 l 2| i, 4 te a ie ee eee Ro ko ee | _2|__100)Se. Car. 
West Virginia | ee tt | 10| a 8 | l cM ee si ee | | | 
Wisconsin {| #=&|, | ma sx 8 2| 87] 7.” CE; a ae ed 5 1 | 6 1 2| 14-282, Wisconsin 
Totals | 6| 10; 630 477 72 | 22} 429) 85 150! 2| 6| 1 20 1} 21 12 15 61 1593! Totals 
Delaware, 31 | | | 24 1| | 30 2 l 1 ! 2. Be ae Se ee ee ee i: Sa & 6 Del., 1931 
Illinois, 1931 | 10, 5 382 36 «#70, Of 646) 23 ‘142 2 ee eee eee ee 18| ——46|_——:1439 Illinois, 31 
Maryland, °31 | | 2; BB . oe ae ee 8 Pee 4| ‘6 3} 3} 298 Md., 1931 
——aa. + =| -m tf uw « -— . om § : a | 7 3 | [TO 1931 
So. Car. 1931 | S| 1; 114, A oe aa ee, eg ee ae E estas ij 237s. C., 1932 
West Va., ‘31 | 5| i; 66 19] . —— a —_—. -. ee eC ee 2| ‘1 2|a|_ 216, W. Va. "34 
Wisconsin, 31 | coat 1a. an ... 7 wy TT wv | l 1| 4 1] 10} | 1| 12; 452, Wis., 1931 
Totals | 15} 9} 888; 44, 119] 20; 1227 52 217; 1} 21| | 29) 6 8| 29) 10\ 30| 65; 2790, Totals , 
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The Buyer 


OME years ago the late Elbert Hubbard coined a descrip- 
tion of what he believed to be the average buyer, which 
is not without interest today. Mr. Hubbard painted his 
picture as follows: 
“The typical buyer is a man past middle life, spare, | 
wrinkled, intelligent, cold, passive, noncommital; with eyes 
like a codfish, polite in contact, but at the same time unre- 
sponsive, cool, calm and as damnably composed as a concrete | 
post or a plaster-of-paris cast; a human petrification, with 
a heart of feldspar and without charm or the friendly germ, | 
minus bowels, passions or a sense of humor. Happily, they 
and all of them finally go to hell.” 

Probably the retail salesman in this year of 1932 would 
cheer this description of the professional buyer and assure 
Mr. Hubbard that it could equally well be applied_to the| 
ordinary retail purchaser. 

Yet the best answer to any such aSsurance would be 
that even the professional buyer, with all the charms 
ascribed to him, does buy. And he makes his commitment 
to the man who most intelligently and persistently sells him. 

The moral of all this, if there be a moral, is that even 


New York city. 





—_——_——_ 





eG 


never reproduce 


the hardest-boiled prospect can be made to buy if the sales- 
man has the ability to sell. 
British Sales 
W* have recently received some rather interesting 
figures from England on motor car sales in that 
country during the past three years. The total sales in 1931 
amounted to 139,403 vehicle units. This compares with 





155,707 in 1930 and with 165,516 in 1929. 

Of the total for 1931 we find that 37,896 units carried 
power plants, with engines developing eight horse power or 
less. This is the class rating the lowest tax rate, which runs 
to £8 a year, a figure that exceeds our registration fee aver- 
age by a considerable amount. If we added in our gasoline 
taz and other state and municipal levies, the difference would 
probably not be so imposing. 

It is interesting to remember that in this country we 
have three manufacturers that exceed the total for the whole 
British industry by a wide margin. For instance, Chevrolet, 
in 1932, sold 583,387 passenger cars, and Ford placed 528,539 
passenger vehicles in owners’ hands. The Chrysler organiza- 


tion, through its four divisions, sold 228,435 passenger 
vehicles. 
When we remember that the British output is dis- 


tributed to some 42,000,000 people, while our own goes to 
120,000,000, the real difference between the status of motor 
vehicle use in this country and in England becomes apparent. 


Rubber Dollars 


a the various expedients that are being adopted by 

national and state agencies to help the financial situa- 
tion have as their object the increasing of the number of 
dollars that are circulating in our well-known land. 

It is inevitable that as the number of dollars in circula- 
tion per capita increase, the value of the individual dollar 
will decrease. 

This means that before all the remedies in preparation 
are applied, the dollar will buy more than it will after they 
become effective. 

It is highly probable that the dollar today will buy more 
than it will again for a great many years to come. And this 
is no mean sales argument for the well-posted salesman to 
use on his prospects. 








REO SPEED WAGON 


| tives of the Reo Motor Car Com-| 


‘| for the same states. 
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PENNA RESCINDS 
BAN ON UNAPPROVED 
AUTOMOBILE LAMPS 


(Continued from Page 1) 


lawed’ about July 1, when the sec- 
ond compulsory state inspection 
period begins. Dr. King’s order af- 
fects Only cars inspected during the 
first inspection period ending 
March 31. 

“The change in the ruling does 
not affect new automobiles which} 
must be equipped with approved 
headlight devices before title will be 
issued, 

“Although the ‘duel’ headlight is 
still unapproved, official inspection 
Stations are authorized to issue 
stickers to owners of automobiles | 
with them, but to write this infor- 
mation on the back of the report 
to the Bureau of Motor Vehicles at 
Harrisburg.” 


SMITH PROTESTS 
AGAINST DIVERSION 
OF MOTOR TAXES 


(Continued from Page 1) 


effect on the automobile industry, 
which is looked upon as one of the 
leaders in renewing industrial ac- 
tivity. Congestion on the highways, 
which is so evident to every one, 
clearly shows that if more motor 
vehicles are to be manufactured, 
more roads must be built over which 
they can operate,” Mr. Smith con- 
cluded. 


| 





SALES SHOW 34% | 
OVER JANUARY, 1931) 


(Continued from Page 1) | 


pany. 

The sales improvement began at 
the time Reo expanded its truck} 
market by offering a new 1%4-ton 
speedwagon in the lowest priced 
field and a heavy duty 4-tonner in 
the higher capacity field. 


FEBRUARY SALES 
SHOW GAINS OVER 
JANUARY TOTAL 


(Continued from Page 1) 


1931, figure of 109,162 units for the 
same states, 

On the basis of these states, the 
total sales for January are estimated 
at 86,000 units. 

Sales of new commercial cars for 
January in 43 states, representing 
88.10 per cent. of the country, to- 
taled 12,763 units, an increase of 
9.94 per cent. over the December, 
1931, record of 11,609 units, but a de- 
cline of 38.97 per cent. under the 
January, 1931, figure of 20,910 units 





PENN OIL PLANS NEW 
ADVERTISING CAMPAIGN 


New York, March 14.—A new cam- 
paign of advertising in national 
magazines, farm publications and 
trade papers will shortly be released 
by the Pennsylvania Grade Crude 
Oil Association, headquarters of | 
which are in Oil City, Pa. The New 
York advertising agency, Hommann, | 
Tarcher & Sheldon, Inc., 551 5th 
Ave., has been appointed by the 
association to handle the account. 


GALESBURG SHOW | 
Galesburg, Ill., March 14.—Gales- | 
burg Automotive Dealers’ Associa- 
tion will hold its annual show in the 
Armory on March 17 to 20, inclusive. 


| COMING EVENTS 


eae 
OCTOBER 

3- 7—Buffalo, N. ¥. National Metal Ex- 
position, 174th PBegiment Armory 
W. H. Eisenman, 7016 Euclid Ave.. 
Cleveland, director. 

3- i—Buffalo, N. Y. National Meta) 
Congress. Sponsored by American 
Society for Stee) Seating, with co- 
operation of American Society ot 
Mechanical Engineers, Institute o. 
Metals and Iron and Stee] Divisions 
of American Institute of Mining 








and Metallurgical Engineers, Amer- 
oon Welding Society, Wire Associa- 
on. 


depreciation, 


PITTSBURGH DEALERS 
ELECT NEW OFFICERS 


Pittsburgh, Pa., March 14.—A: the 
annual meeting of the Pittsburgh 
Automobile Dealers’ Association held 
at the Pittsburgh Athletic Associa- 
tion the following dealer directors 
were re-elected for a _ three-year 
term: George P. Gray of the Nash 
Pittsburgh Motors Company, C. C. 
McKinley of the McKinley Gregg 
Automobile Company, J. R. Pier- | 
point of the Pierpoint Motor Com- 


pany, and George A. Hoeveler of 
Hoeveler Motors, Inc. Associate 
director, E. H. Niedringhaus of 


5 ; | 
Niedringhaus Company. 


Immediately after the election of 
directors the new board convened 
and elected the following officers 
for the ensuing year: George P. | 
Gray, president; George A. Hoeveler, 
vice-president (re-elected); Charles 
L. Day, treasurer; W. N. Owings, 
secretary-treasurer (re-elected) 


CHICAGO PIERCE-ARROW | 
MAKES PERSONNEL CHANGES 
Chicago, March 14.—George E. 

Willis, vicé-president and general 

manager of the Pierce-Arrow Sales 

Corporation, factory operated 

branch here, ,announces the ap- | 

pointment of R. C. Matson as used | 
car sales manager, Bruce Adams as | 
manager of the Evanston branch, 
and C. W. Trautman as manager of 





the Oak Park branch. 


INTERNATIONAL NICKEL 

New York, March 14.—The report 
of the International Nickel Com- 
pany of Canada, Ltd., for the year 
ended December 31, 1931, which was 
mailed last night to stockholders, | 
shows net profit of $5,094,497.17, | 
compared with $11,770,060.42 for} 
1930, after deducting full charges for 
depletion, taxes and 


other reserves, 


January, 


| 


SAME 5 LEADERS 
IN JANUARY NEW 
CAR REGISTRATION 


(Continued from Page 1) 
with Hupmobile, seventeenth; Au- 
burn, eighteenth; Cadillac, nine- 
teenth, and Willys-Knight, twen- 
| tieth. 

The next group of five ranked as 
follows: 

La Salle, twenty-first; Reo, 
twenty-second; Rockne, twenty- 
third; Marmon, twenty-fourth, and 
Pierce-Arrow, twenty-fifth. 

Franklin was twenty-sixth, Lin- 
coln, twenty-seventh: De Vaux, 
twenty-eighth, and Cord, twenty- 
ninth. 


JANUARY SHIPMENTS 


PNEUMATIC CASINGS 
GAIN OVER DECEMBER 


(Continued from Page 1) 


uary 31 amounted to 7,911,771 units, 
an increase of 1.8 per cent. over De- 
cember, although 11.7 per cent. be- 
low January 31, 1931. 
The actual] figures are as follows: 


Shipments 


|January, 1982 ............. 3,253,086 
a ee eee 2,781,295 
January, 1951 ..ccocccccess 3,744,349 

Production 
; January, 1932 pee saeneeeeuns 3,462,485 
POOONEE, BOE cescédnsces: 2,643,221 
January, 1931 peeneabeuseus 3,674,628 

Inventory 
Sem, TERE 6.ccee06eseess 7,911,771 
December, 1931 ......+22++-7,774,720 

1931 


eoweccceccces 8,957, 308 














NO REVETS 


ONE PIECE BRAKE DRUM 
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iron lining. 





KELSEY-HAYES 


ORPORATION, DETROIT, MICHIGA®, 


KELSEY-HAYES WHEEL C 


A cross section show- 
drum 
with its fused Kelsite 
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STrupepak ir 


Studebaker 


Offers 
Opportunity 


1. Price protection on current 
models — if price is reduced to 


the public. 


2. Monthly orders — no com- 


mitments. 


3. Budget control without 
charge. 


4. Wholesale and retail sales 
promotion help. 


5. Junking allowance. 


6. Service of used car expert 


in moving used cars. 


7. Factory participation in 
labor expense caused by de- 


fective material. 


8. Factory parts depots in stra- 
tegic points which assure over- 


night service to dealers. 


9. Parts discounts so liberal 
they enable dealers to compete 


with parts jobbers 





Ericuty YEARS 
1s a long time 


We were eighty years old the 16th of 
February in this year and it was good to 
know, as we looked back over the years, 
that Studebaker had been true to its tradi- 


tions and had kept the faith. 


Changed conditions did not make us 
change our policies because they have always 


been based on understanding and fairness. 


The Studebaker franchise written by Paul 
G. Hoffman, President of The Studebaker 
Sales Corporation of America, and himself 
a retailer of motor cars, offers great oppor- 


tunity to dealers of ability and ambition. 


Vice President 


The Studebaker Sales Corporation of America 
South Bend, Ind. 









Studebaker 
Offers a 


Great Franchise 


10. A liberal discount on cars. 


11. A liberal advertising cam- 


paign.- 


12. Support for the live retail 
salesman, that assures him an 
income in the months of Octo- 
ber, November and December. 


13. Full coverage in the most 


profitable field. 


14. Motor cars built by the 
best engineering genius in the 
industry and offered at the 
lowest prices of any fine cars 


in America. 


15. A dealer written franchise, 
drawn by Paul G. Hoffman, 
President of The Studebaker 
Sales Corporation, and himself 
one of America’s most success- 


ful dealers. 


Eighteen years ago, John Hoagland of Bound Brook, New 
Jersey, began selling Studebakers and his place of business 
then was a little barn back of his home. Today John Hoagland 
occupies a large good-looking brick building and has a service 
reputation which matches the reputation of Studebaker in 
bringing customers back again and again. John Hoagland says 
that every year with Studebaker has beena profitable year for him. 


“In 1908,” says a Reno, Nevada, paper, “Otto and Frank 
Steinheimer discovered a real ‘gold mine’ in the Studebaker 
line. So they threw a diamond hitch on their possessions, moved 
to Reno, set up corner-stakes, patented their claim—and have 
been operating in ‘pay dirt’ ever since.” Steinheimer Brothers have 
for a number of years occupied their own building, with 13,600 
feet of floor space, in downtown Reno. “Pay dirt” is right! 





By R. L. LOCKWOOD 
Division of Simplified Practice, 
Department of Commerce 


(Address at joint meeting ‘ of 
Metropolitan Section, A, S. M. E., 
and Electrical Association of New| 
York, New York city.) 


In considering the general plan 
of exhibits and concessions at the 
Century of Progress Exposition in 


Recent Developments in 
Commodity Handling 





Chicago a new type of industrial 
museum was suggested. The idea 
was to arrange all exhibits in| 
chronological order, so that a vis-| 
itor who was interested in one par- 
ticular development could start at 
one end and see exhibits dating | 
from the earliest times in all coun- 
tries, continuing through exhibits | 
showing successive developments 
during the whole course of history, 
and finally reach the modern ex- 
hibits, showing present conditions in 
all countries. No such museum ex- 


| for 
}paratus for manufacturing other| 


|actual use for their respective pur- 


; are available to the user. This proc- 





ists in this country. In fact, an| 
investigator tracing the historical | 
development of most industrial and 
commercial arts might have diffi | 


culty in finding any “exhibits” | 
showing carly methods and prac-| 
tices. There are, however, a few 


fields in which such exhibits could | 
be found without going to a mu-} 
seum. One such field is that of | 
cominodity handling. A_ relatively | 
short journey, not exceeding a few} 
hundred miles at most, would en-| 
able the investigator to see handling | 
methods dating all the way from| 
1,000 B. C. to 1932 A. D. | 
Men have been handling and mov- | 
ing commodities throughout the 
whole history of the race. Almost | 
every kind of commodity which was 
handled or transported 3,000 years 
ago is still being handled and trans- 
ported, but hundreds and thousands 
of new kinds of goods have been | 
added to the old ones. Handling 
methods have changed, of course, | 
but in many fields the changes have 
not kept pace with the changes in 
kind and quantity of goods to be| 
handled. The most striking changes 
in methods and equipment have 
been made in handling bulk mate- | 
rials. Some of these materials, such 
as ore, coal, sand and stone, cost lit- 
tle or nothing in their original state 
and place. Their final cost to the 
“user is little more than a summation | 
of the costs of handling them. This 
being the case, any reduction in 
handling cost has a direct and pro- 
portionate effect on final cost, 
thereby providing a strong incentive | 
to improve methods and equipment. | 
The same situation applies in| 
lesser degree to such bulk materials 
as grain, cement and lumber. As we 
proceed further in the industrial 
process, bulk materials being trans- 
formed by manufacturing into semi- | 
finished materials, and finally into} 
finished manufactured articles in | 
the form required by the ultimate | 
users, the prime cost of the com- | 
modities constantly increases, and | 
as a rule their weight and bulk di- | 
minish. It may therefore appear that | 
there is less proportionate saving to 
be made from improved methods of | 
materials handling when we come to | 
small and medium sized manufac- 


New High-Speed Rotary 
Alr Grinder Announced 


| still less wide than in the handling 
| and movement of finished products, 





| 
| 


Tie Independent Pneumatic Toel | 
Company, Chicago, Ill, has added) 
to its line a new high speed rotary 
air grinder, known as the Thor 


255-X. 
This tool is designed to operate 
cone-shaped grinding wheels at 10,- | 


| chines, 


| chinery. 


| pairs shoes may, on a certain job, 
| sidered as machines. 

| portation. 
|apples from the backyard into the 


| mean carrying a bale of cotton from 


'the same; they must be taken from 
| the point where they are made to 








tured products of a more or less 
complex nature, composed of many 
different raw materials, Their man- 
ufacturing cost is so much higher 
than transportation and handling 
cost that the latter is frequently 
neglected or entirely ignored. Only 
within the last fifteen years has any 
real effort been made to reduce the 
cost of handling and transporting 
miscellaneous commodities, such as 
those turned out by thousands of 
factories throughout the country. 
Considering the industrial process 
as a whole, the raw materials in 
mine, forest and field go through a 
series of manufacturing and fabri- 
cating processes until they reach 
their final form, either in articles 
personal use or in “capital| 
goods,” meaning machines and ap-| 


goods. Before they can be put into| 


poses, they must be distributed from 
the factory which put them into 
final form to the place where they 


ess involves the creation of two “eco- 
nomic utilities”; utility of form, cre- 
ated by manufacturing, and utility 
of place, created by transportation. 
The creation of each of these util- 
ities adds a definite value to the 
product. It is interesting, however, | 
to analyze the successive steps from 
raw material to finished product in 
the hands of the user, in order to 











determine which activities or opera- 
tions actually add value. When 
analyzed to the ultimate degree we 
find that there are really only two 
kinds of activities which come under 
this category. The first is fabrica- 
tion; those processes which change 
the form of the material and which | 
involve the use of labor and of ma- | 
Fabrication processes .are | 
performed by an enormously wide | 
range of machines and apparatus, | 
all the way from a blast furnace to} 
a cobbler’s bench, and involving | 
widely varying ratios of labor to ma- | 
In the case of the blast | 
furnace, for example, human labor | 
performs a very small proportion of 
the total work. At the other ex-| 
treme mentioned, the man who re- | 


require practically no machinery, | 
unless his awl and needle are con- 


The second activity, creating | 
utility of place, is that of trans- 
Strictly speaking, trans- 
portation may involve such a minor 
activity as carrying a basket of} 


kitchen. On the other hand, it may 


South Carolina to Japan. However 
small or great the distance may be, 
the purpose of moving the goods is 


the point where they are to be used. 
It is impossible to make an absolute 
definition of what constitutes trans- 
portation. Perhaps the best defini- | 
tion is that any movement of goods | 
from a given place to some other 
place at which they will be used, | 
either to be consumed or to be 
changed in form, constitutes trans- 
portation. On the other hand, the 
movement of goods from an as- 
sembling plant to a warehouse and | 
thence to a shipping platform does 
not constitute transportation, since | 





The outside 


000 r. p. m. a minute. 
diameter of the wheels is 2% inches. 
The Thor grinder is recommended 


for use on castings and forgings, 
where ordinary emery wheels are 
not suitable. The grinder weighs 
8% pounds and has an overall 
length of 1914 inches, 


Qian temenessetemaperemennnmenenapeeee 


| since it adds nothing to the value 


| application of 


| commodities. 


when the goods reach the shipping 
platform they are neither used nor 
changed in form at that point, but 
instead are loaded into a trans- 
portation vehicle of some sort. This 
definition also covers most of the 
movement of goods in process of 
manufacture in a single plant. For 
example, materials moved from a 
stock room to a machine shop are 


| changed in form in the shop; from 


there they may go to an assembling 
department where they are further 
changed in form by combination 
with other goods. Both of these 
operations are really transportation, 
and therefore an essential part of 
the creation of utility of place. 

Boiling this down to its lowest 
terms, it is evident that fabrication 
and transportation are the only ac- 
tivities which add value to the pro- 
duct, Every other activity and opera- 
tion throughout the industrial pro- 
cess adds to cost, but adds nothing 
to value, because it results neither in 
change of form nor place. It is | 
unnecessary to go into the numerous 
factors which necessitate these 
hundreds of other activities, and we 
need mention only a few of them. 
They include all so-called “non- 
productive expense” in factories, 
meaning supervision, factory over- 
head, ete., all office expenses, and 
all selling expenses, as well as a 
host of additional special expenses, 
dependent upon the kind of product. 
They also include all movement of 
goods other than _ transportation, 
and each one adds its large or small 
proportion to the final cost of the 
finished product, without adding to 
its intrinsic value. 

Since it is manifestly impossible 
to eliminate even a large propor- 
tion of these additional activities, 
it becomes doubly necessary to! 
study them in detail with the pur- 
pose Of reducing costs. Any dis- | 
cussion of office, sales and general 
overhead expense would be outside 
the scope of this subject, but the | 
movement of goods, other than 
transportation, is of vital impor- 
tance to the materials handling | 
industry. Furthermore, this par- 
ticular activity constitutes a far 
larger proportion of total expenses | 
than is usually realized. It has | 
been estimated that in manufac- | 
turing processes throughout the | 





|country actual fabrication, result- | | 


ing directly in a change of form, | 
represents 45 per cent. of produc- | 
tion cost. The other 55 per cent. is 
the cost of moving materials. No 
attempt has been made to break | 
down this 55 per cent. into neces- | 
sary transportation and _ other) 
movement, and in some industries 


the proportion of real transporta-| | 


tion is unquestionably very low. | 
For example, the records of a large | 
jobbing foundry show that for each 
ton of finished castings produced, 
102 tons of material are moved} 
from place to place in the plant. 
Similar figures have been secured 
in respect to other kinds of indus- 
tries, and it is obvious that only a 
small part of this material move- 
ment can be transportation in the 
sense defined above. 
Transportation, inside and out- 
side of the plant, is a useful and 
necessary expense, as has been ex- 
plained, Every movement of goods 
is in most cases necessary, but 





| 


of the goods, it offers a shining 
mark for an attack on costs, Inside | 
movement of goods in plants has 
been for years treated as an essen- 
tial part of the fabricating process, 
and has been studied just as in- 
tensively as every other fabricating 
process, While there is still enor- 
mous opportunity for extending the 
modern methods 
and equipment to such operations, 
and for the introduction of new 
equipment where none existed be- 
fore, the field of opportunity is 


commonly known as miscellaneous 


Many an industry has devoted 
years of intense and intelligent ef- 
fort and study to its production 
processes, enormously reducing 
costs, to a point where they are 
reasonably close to the cost of labor 
and materials, Yet those same in- 
dustries, in too many cases, drop 
the matter at the point where their | 
products are finished and ready to 
pack and ship. At this point we 








New Mitchell Barrel © 
Type Plating Machine 


aa at Han a Tr oor oe 





ata eae cin ater, 





- The Mitchell Engineering Com- 
pany, Springfield, O., has developed 
a new automatic barrel type plating 
machine, which is recommended 
for use on small parts, bolts, nuts, 
washers and small steel stampings. 

In operation the parts are loaded 
in perforated drums, which are 
made of insulating material. They 
are then carried through the clean- 
ing, rinsing, plating and drying op- 
erations automatically and are also 
unloaded automatically, 

As the drums proceed through 
the various operations, they rotate 
so as to expose the parts being 
plated to the various solutions. All 
surfaces are exposed to the anodes, 
thus preventing hydrogen occclu- 
sion. A current of six volts is used. 
It is stated that it is possible to use 
So low a voltage because of minimiz- 
ing the resistance, due to improved 
construction of perforation in the| 
barrels, 





The drums are attached to the 
shafts removably, the shafts being 
pivoted to the conveyor chain, Pin- 
ions are keyed to each shaft and 
mesh with a rack that makes the 
drums revolve as they are carried 
through the various tanks by the 
conveyor chain. A variable speed 
mechanism is included so as to give 
control of the time of deposit. 
Variable speed is also provided in 
some cases to permit rotation of the 
drums at any ‘speed desired, re- 
gardless of the rate at which the 
conveyor chain is operating. 

A bell crank is placed at each 
barrel shaft and each crank is fit- 
ted with a hardened steel roller. 
When the end of the tank is 
reached, the roller climbs up on a 
cam, forcing the barrel to rise and 
move over the end of the tank so 
that it can be lowered into the next 
tank. 


Foster Speed Calculator 
For Use on Machine Tools 


a35.¢ 
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The Foster Machine Company, | 
Elkhart, Ind., is introducing a new | 
speed calculator, designed to indi- 
cate the proper spindle speed for op- | 
erations on engine lathes, screw ma- 
chines, milling machines, turret | 
lathes, drilling machines and simi- 
lar equipment. 

The calculator has a plate listing | 
the recommended cutting speeds in 
surface feet per minute for various 
sorts of material. This plate makes 
it possible for the operator to select 
quickly the proper cutting speed for 
the material that he is to handle. 

When the number of surface feet 
per minute has been determined, the | 





| proper spindle speeds in r. p. m. for 
| different diameters can be figured 


leave the field of production and | 
enter that of distribution. The | 
principles above cited in connection | 
with production apply with even 
greater force in the field of dis- | 
tribution. The factor of transpor- | 
tation looms larger in this field and 
is much more easily recognized and 
defined. The development of trans- 
portation by rail, water and high- 
way has been so rapid during the 
past fifteen years that there is no 
comparison between present condi- 
tions and those obtaining before the 
World War. This is particularly 
true of railway trasportation and 
to a lesser degree of inland water- 
ways. Highway transportation is 
still so new that it is not yet out 
of the development stage, although 
great progress has been made, Air 
transportation for commodities is 
still more or less of a stunt and is 
not yet a commercial factor. 


(To Be Continued) 








out. This is done by turning the 
drum of the calculator until the di- 
ameter of the work listed on the 
left-hand side is above the surface 
feet plate. The proper spindle speed 
then appears right above the speed 
in surface per minute. Spindle 
speeds for milling cutters and drills 
are determined in the same way, by 
using the diameter of the cutter or 
drill in place of the work diameter. 

The manufacturers state that the 
cutter can be used to advantage in 
time study and engineering depart- 
ments, as well as in the actual shop. 
The end of the calculator, on which 
is located the surface feet plate, can 
be turned so as to get this plate in 
any position desired. 





HYATT, METALLURGIST, 
TALKS ON HEAT TREATING 


Newark, N. J., March 14.—The 
Northern New Jersey Chapter of the 
American Society of Safety Engi- 
neers was addressed by John L. 
Wysalek, ‘chief metallurgist and 
service manager of the Hyatt Roller 
Bearing Company of Harrison, on 
“Safety in Heat Treating.” The 
talk was given at the monthly meet- 
ing of the organization in the New- 
ark Athletic Club. 

Mr. Wysalek, who is chairman of 
the New Jersey Chapter of the 
American Society of Steel Treaters, 
emphasized a number of distinct 
safety features used in the actual 
operation and the use of materials 
which have received special heat 
treatment in the important part 
which. steel is taking in modern 
manufacturing activities. 
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How Many 
Competitors 


If a smaller number of people are 
going to buy new cars this year— 

If this means less total business for 
all automobile dealers in your com- 
munity— : 

What is the best way to sell cars in 
this kind of a market? 

Suppose you had a car with one 
dominant feature that no other car 
has— 

Suppose this one feature is the best 
“drawing card’’ of any automobile 
on the market— 

Suppose with this feature you could 
PROVE that the car you handle can: 


Out-perform all other cars— 
Accelerate faster than any other pro- 
duction car— 
Run faster and smoother than any 
other production car— 
Climb hills faster and easier than 
any other production car. | 
Suppose this feature enables you to 
actually demonstrate an amazing 


fuel economy. 


Have You? 


Suppose this feature also enables you 
to show a smoothness of perform- 
ance that exceeds anything ever 
known before— 


Suppose that it minimizes noise and 
vibration beyond any comparison— 


And that it saves wear and tear on 
moving parts that hastens the dete- 
rioration in ALL OTHER cars— 


And that it prolongs the life of not 
only the motor but of the entire auto- 
mobile, and therefore protects the 
investment of the purchaser— 


And that this exclusive feature in- 
sures the purchaser that his car will 
have a higher resale value than other 
cars in the future. 


«6é* 


There are no “ifs’’ or “supposi- 
tions’”’ about it. : 


There actually IS an automobile 
with ‘an exclusive improvement the 
like of which has never been known 
in any motor car before. It is— 


Dual Ratio 





With the new Auburn with Dual-Ratio you can out-demon- 
strate any car on the market ... You can show buyers better 
“performance and bigger value than any car on the market 
- - - I you have never driven the Auburn with Dual-Ratio 





we invite you to do so at once. 


WRITE OR WIRE 


ANIBN 


KN 


POWERED BY LYCOMING 
AUBURN AUTOMOBILE COMPANY, AUBURN, INDIANA. DIVISION OF CORD CORPORATION 


Auburn dealers throughout the country are holding Dual-Ratio Demonstration Week March 20 to 27 
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520.000.000 Resources 





















Above — Continental Motors Corpo- 
ration plant at Detroit, Mich. 


Above —Continental Motors Corpora- 
tion plant at Muskegon, Mich. 


Right —De Vaux plant at Grand 
Rapids, Mich, 





BACK of the PROFITABLE DE VAUX FRANCHISE 


$28,000,000.00 in resources went competitors. Ahead in perform- 


squarely behind the De Vaux motor ance, engineering, value, and 

car—when Continental Motors vogue. 

Corporation purchased the Interest in De Vaux—from pub- 

De Vaux-Hall business. lic and dealer—will reach new ; 
With this solid financial back- heights in 30 days with the re- 

ground, came men with life-time lease of an aggressive promotional 

experience in automotive manufac- campaign. 

ture... men determined to build a Your investigation right now 

product noticeably ahead of price will be a piece of smart business. 


NEW DE VAUX 80 


“190 
Prices start at oD f. o. b. factory 


SEND THIS CONVENIENT COUPON —NO OBLIGATIONS 


p-------—------------------ 


| R. H. MULCH, General Sales Manager, 
Continental De Vaux Co. 
| Grand Rapids, Michigan. 


Dear Sir: Send me complete details ‘regarding the 1932 De Vaux Franchise. 









| 

| 
Plants in Detroit, Grand Rapids and Muskegon, Mieh. | Aa .<cnececesncenencodinnmnsernsentecenctnasnnabiitannnenatiascnanneimnsbenoeitnniessoneesennautanenenttit 
RESOURCES — $28,000,000.00 = | wn»: Hii aM ik ia me 


